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ABSTRACT 
This journal presents Genre Analysis of Stanford University Brochure. It has 
three objectives. First, it is aimed at finding out the social function, the second 
finding out the schematic structure and the last finding out the linguistic features 
on the brochure of Stanford University. The researcher followed some steps to 
analyze the data, namely: reading all the texts of the brochures, segmenting 
sentences into clauses, describing the social function, schematic structure, and 
linguistic features, and the last one is drawing the conclusion. The results of the 
analysis on Stanford University Brochure show that out of two brochures, the 
social function is to inform and promote the program of Stanford University. The 
dominant schematic structures in the brochures made by Stanford University are 
Headlines ^ Supplementary information ^ Introduction the product ^ Justifying the 
product ^ Establishing credentials ^ Reader Attraction ^ Targeting the market ^ 
Describing the product ^ User endorsement ^ Additional Information ^ Value of 
the product ^ Soliciting response. Relational and Material process becomes the 
dominant process. The researcher covers that simple present tenses is the most 
dominant tenses. The declarative mood type is used in each brochure. 
Key words: brochure, Stanford, social function, schematic structure, linguistic 
features 
Jurnal ini menyajikan Analisis Genre dari Brosur Universitas Stanford. Terdapat 
tiga tujuan dalam jurnal ini. Yang pertama, untuk mengetahui fungsi sosial , 
kedua mengetahui susunan umum dan yang terakhir mengetahui unsur linguistik 
pada brosur dari Universitas Stanford. Peneliti melakukan beberapa langkah 
untuk menganalisis data, yakni: membaca semua brosur, memecah kalimat 
menjadi klausa, menjelaskan fungsi sosial, susunan umum, dan unsur linguistik, 
serta menentukan kesimpulan. Hasil dari Brosur Universitas Stanford 
menunjukkan bahwa dari kedua brosur yang dianalisis memiliki  fungsi sosial 
untuk menginformasikan dan mempromosikan program dari Universitas Stanford. 
Susunan umum yang mendominasi dalam brosur yang dibuat oleh Universitas 
Stanford adalah Headlines ^ Supplementary information ^ Introduction the 
product ^ Justifying the product ^ Establishing credentials ^ Reader Attraction ^ 
Targeting the market ^ Describing the product ^ User endorsement ^ Additional 
Information ^ Value of the product ^ Soliciting response. Proses relasional dan 
Material menjadi proses yang paling dominan. Peneliti menyimpulkan bahwa 
simple present tense adalah tenses yang paling mendominasi. Kalimat deklaratif 
dan imperatif ditemukan dalam setiap brosur. 
Kata kunci : brosur , Stanford , fungsi sosial , susunan umum, unsur linguistic 
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INTRODUCTION 
In social life, communication is an important and meaningful thing for 
everybody in the world. Communication is transfer of information from one 
person to another. It has some functions, as information function, command or 
instructive function, influence or persuasive function and interrogative function. 
When somebody wants to share information to other people, they use language as 
a media to connect the information to others.  
Communication is defined by de Valenzuela (Wikipedia:1992) as “any act 
by which one person gives to or receives from another person’ information about 
that person's need, desires, perceptions, knowledge, or affective states. 
Communication may be intentional or unintentional, may involve conventional or 
unconventional signals, may take linguistic or nonlinguistic forms, and may occur 
through spoken or other modes.” In communication there are three aspects that 
must be fulfilled. The first is sender, the second is message and the third is 
receiver.  
Gumperz in Wardhaugh (1992: 15) stated the definition of communication 
as follows: 
Communication is a social activity which requires coordinated efforts of 
two or more individuals. Communication deals with social activity which 
involves more than one person. It usually occurs between the speaker and 
the hearer (receiver). 
Based on the theory, communication process happens between two or 
more parties. It is two-way process of reaching mutual understanding. 
Communication involves mutuality of understanding between Sender and 
Receiver. The communication process is complete when the receiver has 
understood about message from the sender. 
There are two types of communication, verbal communication and non-
verbal communication. Verbal communication is further divided in Oral 
Communication and Written Communication. In oral communication spoken 
words are used, it includes face-to-face conversations, speech, telephonic 
conversation, video, radio, television, and others. Although in written 
communication signs or symbols are used to communicate. In written 
communication message can be transmitted via email, letter, report, memo, and 
others. Communication other than oral and written, such as gesture, body 
language, posture, tone of voice or facial expressions, is called nonverbal 
communication. Written communication used written language to express. 
Usually people know written language as a text. Study about text means study 
about context of the text usually called as genre. 
Genre is used to refer to particular text-types. It is not only talk about 
kinds of the text but also talk about social function, schematic structure and 
linguistic features. Each of text types are used for different purposes and follow a 
different style or structure.  
Genre is a media of communication which has purpose when it is made. 
According to Swales (1981, 1985, 1990) and Bhatia, “a genre is a recognizable 
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communicative event characterized by a set of communicative purpose(s) 
identified and mutually understood by the members of the professional or 
academic community in which it regularly occurs” (Bhatia, 1993:13).  
One kind of genre is brochure. Brochure used as the medium of 
communication to attract people to know the message from the brochure. 
Brochures are advertising pieces used to introduce a company or organization, and 
inform about products or services to a target audience. There are many kinds of 
brochure, like tourism brochure which informs a popular vacation destination and 
other kinds of brochure is school or university brochure that give information 
about that school or university. 
In this research, the researcher chooses Stanford University Brochure as 
the data because the researcher is interested in analizing the genre on university 
brochures. Brochure as a media of communication has function to deliver a 
message from university to people who want to get information. The researcher 
chooses the study about genre because it becomes important to know what social 
function, schematic structure, and linguistic features are from the university 
brochures. 
In this analysis, the researcher is challenged to analyze Genre of Stanford 
University Brochure, because the data is eligible to analyze in genre, aspects in 
genre such as social function, schematic structure and linguistic features 
possibility to be found in this data. The researcher takes two brochures from two 
programs in Stanford Graduate School of Business. The first is Advanced 
Leadership Program for Asian-American Executives, and the second Executive 
Program for Women Leaders,  
 
METHOD 
Research Design 
The research method to analyze the problem in this study was descriptive 
qualitative method. It is the method to describe the subject or the object of the 
research based on the fact or reality. Qualitative method in which data collected is 
qualitative data in the form of Stanford University Brochures. The results of the 
data described qualitatively. 
 
Data 
The source of the data of this study was the brochures from Stanford 
University.  There were two brochures from two programs in Stanford Graduate 
School of Business. They were Advanced Leadership Program for Asian-
American Executives and Executive Program for Women Leaders. The researcher 
analyzed the data by using theory which is proposed by Gerot and Wignell (1994: 
192) and it was focused on the genre analysis of the text. 
 
Unit of Analysis 
The unit of analysis of the study was every clause found in the Stanford 
University Brochures. The researcher analyze the genre from every clause of 
Stanford University Brochure 
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Data Collection 
The data of this study were collected by using the following steps: Firstly, 
getting the Stanford University Brochures from the internet; the researcher went to 
www.stanford.edu in the internet. And then filled herown self data as the 
procedure to download the brochures. Then the researcher downloaded all the 
brochures. Secondly, reading the brochures; the researcher read all nineteen 
brochures from Stanford Graduate School of Business one by one to know the 
content of every text. After reading the brochure, the researcher chose two 
brochures randomly to become the data for research. 
 
Data Analysis 
In analyzing the data, the researcher used the following steps: Firstly, 
reading all the texts one by one; the researcher read two brochures one by one to 
know the content of each brochure. Secondly, segmenting sentences into clauses; 
the sentences in two brochures were segmented into clause. Then, the researcher 
described the social function, schematic structure, and linguistic features of the 
text based on Gerot and Wignell’s theory (1995: 192). The last step is drawing the 
conclusion. The researcher concluded the social function, schematic structure and 
linguistics features of the brochures. 
 
FINDINGS AND DISCUSSION 
Social function of Advanced Leadership Program for Asian-American 
Executives Brochure 
       The social function of the brochure is to inform and promote Advanced 
Leadership Program for Asian-American Executives, which would be arranged on 
October 20-25, 2013, this is one of programs from Stanford Graduate School of 
Business Executive Education Programs. This program has purpose to prepare 
Asian executives for senior leadership roles, so in advance the companies address 
tomorrow’s challenges and seize global business opportunities. 
Schematic structure of Advanced Leadership Program for Asian-American 
Executives Brochure 
       The schematic structure of this brochure is: Headlines ^ Supplementary 
information ^ Introduction the product ^ Justifying the product ^ Establishing 
credentials ^ Reader Attraction ^ Targeting the market ^ Describing the product ^ 
User endorsement ^ Additional Information ^ Value of the product ^ Soliciting 
response 
1. Headlines 
       The existence of headlines is important. It shows the term or identity of 
brochure. That is the reason why headlines is one of the important parts 
mentioned in brochure. Reading the headlines of the brochure will be clearly 
to identify the kind of the brochure. In this brochure it can be seen by 
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mentioning of university named and program named that show the identity of 
the program that offer in this brochure. This stage is seen in the following: 
 
       The characteristic of headlines is used a nominal group, it can be seen 
from the program named “ADVANCED LEADERSHIP PROGRAM FOR 
ASIAN-AMERICAN EXECUTIVES”, the word Program becomes the head 
word of the phrase and the other words become additional information. 
2. Supplementary information 
       This part provides information about detail of the product. In this 
brochure, it shows by mentioning when the program can be offered and how 
much it costs. This stage is seen in the following: 
 
       The data above shows requirements of the product, it consist of the dates 
of the program, the tuition fee and the application deadline. This program will 
be held on July 28
th
-August 2
nd
 2013 and the cost is $10,500. If the 
participants would join in this program they have to send the application 
before 24
th
 June 2013. 
3. Introduction the product 
       This move presents the purpose of the product. From the data the reader 
can get the illustration about the program that offer in this brochure. This 
stage is seen in the following: 
 
       From the data above, the paragraph explains that Advanced Leadership 
Program for Asian-American Executives is an executive training program for 
Asian senior executives. 
4. Justifying the product 
       This move offers the product or service to the readers by indicating the 
importance of the product or need of the product or service. This stage is seen 
in the following: 
 
 
       The characteristic of justifying the product is by mentioning the 
important things of the product. Based on the data, the program offer many 
advantages, such as this program would help companies address tomorrow’s 
challenges, and this program teach strategies for leading in dynamic.  
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5. Establishing credentials  
       The move serves to impress upon the prospective customers that the 
company has a well-established reputation in the market by emphasizing the 
achievements of the company. It is shown by participant companies that 
include in this program. There are 19 companies join in this program which 
shows a good reputation of this program. This stage is seen in the following: 
 
       Based on the data, the nineteen companies show that this program has 
cooperation with great companies. The cooperation indicates that this 
program has a well reputation and trustworthy program. 
6. Reader Attraction 
       This part involves pictures that appear in brochure. Every picture has 
meaning which want to tell to readers. Picture has function to attract reader 
attention. In this brochure there is a picture that illustrated as a man which is 
taking an attention of something. This stage is seen in the following: 
 
       The picture illustrated an Asian Executive. It represents the target of the 
brochure, because the target of the program is mostly an Asian senior 
executive. So to attract Asian people attention, this brochure used an Asian 
man as the model of this brochure. 
7. Targeting the market 
       This part provides who should attend this program. It shows the target of 
the market. In this brochure, it is shown by mentioning every details for 
participants who want join.  This stage is seen in the following: 
 
       The characteristics of targeting the market in this brochure mentions who 
should attend in this program. Top level management (functional director, 
vice president) invited to attend this program. 
8. Describing the product 
       This move offers the product and gives information to the readers about 
the most essential details of the product like how this program would going 
on. This stage is seen in the following: 
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       Two parts above show details of the program. The first part show the 
example of daily schedule from this program and the second part show the 
difference participants who can join in this program, they come from different 
management function, industry and region. 
9. User endorsement 
       This move involved information which is told by people who ever used 
the product or service. People who ever join in this program give their 
comments how this program going on, and what the advantages after they 
join in this program. This stage is seen in the following: 
 
 
       This stage has a specific characteristic, it use past tenses because this 
part show the comment from people who ever joint in this program. Past 
tense just found in this stage. 
10. Additional Information 
       This part serves complement information from the product. It has 
function as additional information to explain the product more detail. This 
stage is seen in the following: 
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       The data above shows the faculty directors and other Stanford graduate 
school of business faculty. This brochure mentions faculty directors to show 
that this program has competent persons joint in the program, so people can 
believe and want to join it. 
11. Value of the product  
       This part gives information about the value of the program and tells the 
readers about the essential of the program, such as how the program gives 
advantages to the participants. 
 
       From the data above, it can be seen that the paragraph explain about the 
value of the program. Participants who joint in Advanced Leadership 
Program for Asian-American Executives would get knowledge and 
experience to increase their ability that would be applied in their companies. 
12. Soliciting response 
       This move functions to encourage the readers or prospective customers to 
continue further information. The move may appear in the form of a specified 
telephone number and/or the name of the person who can be contacted to 
enquire about the product or service. This stage is seen in the following: 
 
       The characteristic of soliciting response is a contact person that 
mentioned. It has function to make participants who want to join in this 
program easier to contact the Courri Brady as the Associate Director, 
Programs and Marketing. 
Linguistics Features of Advanced Leadership Program for Asian-American 
Executives Brochure 
Table 1. Process found in Advanced Leadership Program for Asian-
American Executive brochure 
No Type of Process Total % 
1 Material 15 45,45% 
2 Relational 17 51,52% 
3 Behavioral 1 3,03% 
Total 33 100% 
The researcher covers that relational process is the most dominant process 
in the first brochure, which occurs 17 times and the percentage is 51.52%. 
Relational process can be identified as the dominant process, because verb is 
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indicated by process of being mostly. Relational process has function to give 
information about the program, and it gives appeal for participant to take this 
program. 
Table 2. Mood Types found in Advanced Leadership Program for Asian-
American Executive Brochure 
No Mood Types Total % 
1 Declarative 32 96.96% 
2 Imperative 1 3.04% 
3 Interrogative 0 0 
Total 33 100% 
Mood in English is realized by the position in the clause of the subject 
and finite. Indicative mood is realized by the features subject + finite. The order of 
the subject and finite realizes declarative and interrogative. The dominant mood 
type of the clauses is declarative mood because the clauses tell about the program 
that promote in brochure. Moreover, the structure of every sentence in this 
brochure is started by subject then followed by finite. 
Table 3. Tenses found in Advanced Leadership Program for Asian-American 
Executive Brochure 
No Tenses Total % 
1 Simple Present 20 71,43% 
2 Simple Past 2 7,15% 
3 Simple Future 3 10,71% 
4 Present Perfect 3 10,71% 
Total 28 100% 
 
       The researcher covers that simple present tense is the most dominant 
tense in the brochure which occurs 20 times and the percentage is 71,43%. Simple 
present tenses can be identified as the dominant tenses, because it express action 
or state in the present time and it is used to say something happens all the time or 
repeatedly, or that something is true in general. Simple present can be seen from 
several verbs, which is used the simple form of verb [am/is/are] + [V1= future 
verb]: include, build, comprise, etc. 
Social function of Executive Program for Women Leaders Brochure 
 The social function of the brochure is to inform and promote Executive 
Program for Women Leaders, which would be arranged on May 5-10, 2013, this 
is one of programs from Stanford Graduate School of Business Executive 
Education Programs. This program has purpose to gives women executives 
opportunities, to explore frameworks and tactics to achieve their goals in dynamic 
work environment. 
Schematic structure of Executive Program for Women Leaders Brochure 
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       The schematic structure of this brochure is: Headlines ^ Supplementary 
information ^ Introduction the product ^ Justifying the product ^ Establishing 
credentials ^ Reader Attraction ^ Targeting the market ^ Describing the product ^ 
User endorsement ^ Additional Information ^ Value of the product ^ Soliciting 
response 
1. Headlines 
       The existence of headlines is important. It shows the term or identity of 
brochure. That is the reason why headlines is one of the important parts 
mentioned in brochure. Reading the headlines of the brochure will be clearly 
to identify the kind of the brochure. In this brochure it can be seen by 
mentioning of university named and program named that show the identity of 
the program that offer in this brochure. This stage is seen in the following: 
 
       The characteristic of headlines is used a nominal group, it can be seen 
from the university named of the data “STANFORD GRADUATE SCHOOL 
OF BUSINESS”, the word Stanford become the head word of the phrase and 
the other words become additional information.  
2. Supplementary information 
       This part provides information about detail of the product. In this 
brochure, it shows by mentioning when the program can be offered and how 
much it costs. This stage is seen in the following: 
 
       The data above shows requirements of the product, it consist of the dates 
of the program, the tuition fee and the application deadline. This program will 
be held on May 5
th
-10
th
 2013 and the cost is $10,500. If the participants 
would join in this program they have to send the application before 5
th
 April 
2013. 
3. Introduction the product 
       This move presents the purpose of the product. From the data the reader 
can get the illustration about the program that offer in this brochure. This 
stage is seen in the following: 
 
       From the data above, the paragraph explains that Executive Program for 
Women Leaders gives women executives opportunities, to explore 
frameworks and tactics to achieve their goals in dynamic work environment. 
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4. Justifying the product 
       This move offers the product or service to the readers by indicating the 
importance of the product or need of the product or service. This stage is seen 
in the following: 
 
 
       The characteristic of justifying the product is by mentioning the 
important things of the product. Based on the data, the program offers that it 
has a good lectures and a program. It includes interactive exercise and 
leadership diagnostics, which can explore the critical areas of negotiation, 
communication, social networks and team effectiveness for all participants 
who join in this program. 
5. Reader Attraction 
       This part involves pictures that appear in brochure. Every picture has 
meaning which want to tell to readers. Picture has function to attract reader 
attention. In this brochure there is a picture that illustrated as a women brings 
a paper who is discussing something with her friend. This stage is seen in the 
following: 
 
       The picture illustrated two women executive. It represents the target of 
the brochure, because the target of the program is woman executives. So to 
attract women attention, this brochure used two women as the model of this 
brochure. 
6. Targeting the market 
       This part provides who should attend this program. It shows the target of 
the market. In this brochure, it is shown by mentioning every details for 
participant who want join this program.  This stage is seen in the following: 
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       The characteristics of targeting the market in this brochure mentions who 
should attend in this program. Top level management (functional managers) 
invited to attend this program. 
7. Describing the product 
       This move offers the product and gives information to the readers about 
the most essential details of the product like how this program would going 
on. This stage is seen in the following: 
 
       Two parts above show details of the program. The first part show the 
example of daily schedule from this program and the second part show the 
difference participants who can join in this program, they come from different 
management function, industry and region. 
8. User endorsement 
       This move involved information which is told by people who ever used 
the product or service. People who ever join in this program give their 
comments how this program going on, and what the advantages after they 
join in this program. This stage is seen in the following: 
 
 
       This stage has a specific characteristic, it use past tenses because this 
part show the comment from people who ever joint in this program. Past 
tense just found in this stage. 
9. Additional Information 
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       This part serves complement information from the product. It has 
function as additional information to explain the product more detail. This 
stage is seen in the following: 
 
 
       The data above shows the faculty directors and other Stanford graduate 
school of business faculty. This brochure mentions faculty directors to show 
that this program has competent persons who joint in it, so people can believe 
and want to join it. In this part also explain about Building Alliances which 
participants will get if they join it. 
10. Value of the product  
       This part gives information about the value of the program and tells the 
readers about the essential of the program, such as how the program gives 
advantages to the participants. 
 
       From the data above, it can be seen that the paragraph explain about the 
value of the program. Participants who joint in Executives Program for 
Women Leaders would get knowledge and experience to increase their ability 
that would be applied in their companies. 
11. Soliciting response 
       This move functions to encourage the readers or prospective customers to 
continue further information. The move may appear in the form of a specified 
telephone number and/or the name of the person who can be contacted to 
enquire about the product or service. This stage is seen in the following: 
 
       The characteristic of soliciting response is a contact person that 
mentioned. It has function to make participants who want to join in this 
program easier to contact the Sara Fernandez as the Associate Director, 
Programs and Marketing. 
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Linguistics Features of Executive Program for Women Leaders Brochure 
Table 4.Process found Executive Program for Women Leaders Brochure 
No Type of Process Total % 
1 Material 19 51,35% 
2 Relational 15 40,54% 
3 Mental 1 2,71% 
4 Behavioral 2 5,40 
Total 37 100% 
The researcher covers that material process is the most dominant process 
in the second brochure, which occurs 19 times and the percentage is 51.35%. 
Relational process can be identified as the dominant process, because verb is 
indicated by process of doing mostly. Material process has function to persuade 
and attract people to join this program. 
Table 5. Mood Types found of Executive Program for Women Leaders 
Brochure 
No Mood Types Total % 
1 Declarative 47 100% 
2 Imperative 0 0 
3 Interrogative 0 0 
Total 47 100% 
Mood in English is realized by the position in the clause of the subject 
and finite. Indicative mood is realized by the features subject + finite. The order of 
the subject and finite realizes declarative and interrogative. The mood type of all 
the clauses is declarative mood because the clauses tell about the program that is 
promoted in the brochure. Moreover, the structure of every sentence in this 
brochure is always started by subject then followed by finite. 
Table 6. Tenses found of Executive Program for Women Leaders Brochure 
No Tenses Total % 
1 Simple Present 30 81,08% 
2 Simple Past 1 2,71% 
3 Simple Future 2 5,40% 
4 Present Perfect Tenses 3 8,10 
5 Past Progressive Tenses 1 2,71 
Total 37 100% 
       The tenses used in this text are simple present tenses, simple past tenses, 
simple future tenses, present perfect tenses, and past progressive tenses. The 
researcher covers that simple present tense is the most dominant tense in the 
brochure which occurs 30 times and the percentage is 81,08%. Simple present 
tenses can be identified as the dominant tenses, because it expresses action or state 
in the present time and it is used to say something happens all the time or 
repeatedly, or that something is true in general. Simple present can be seen from 
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several verbs, which is used the simple form of verb [am/is/are] + [V1= future 
verb]: include, build, comprise, etc.  
CONCLUSION 
1. The social function on brochure is to inform and promote a product and 
service to the readers. 
2. The schematic structure on brochure is not the same; all of them have the 
different form. The dominant schematic structure of brochure is Headlines ^ 
Supplementary information ^ Introduction the product ^ Justifying the 
product ^ Establishing credentials ^ Reader Attraction ^ Targeting the market 
^ Describing the product ^ User endorsement ^ Additional Information ^ 
Value of the product ^ Soliciting response        
3. The process that occurs in the texts are material process, relational process, 
mental process, and behavioral process. Material and Relational process 
becomes the dominant process because the process describes processes of 
doing and being. It expresses the notion that some entity physically does 
something-which may be done to some other entity. Relational process has 
function to give information about the program, and it gives appeal for 
participant to take this program. Material process has function to persuade 
and attract people to join this program. The tenses that occur simple present 
tense, simple past tense, simple future tense, past continuous tense, and 
present perfect tense. Simple present tense can be identified as a dominant 
tense n the text, because it expresses action or state in the present time and is 
used to say something happens all the time or repeatedly, or that something is 
true in general. Dominant  clauses using a declarative mood type.  
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